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PFS — Consider the Benefits of
the AICPA’s Personal Financial
Specialist Credential
By Robert C. Jazwinski, CPA/PFS
With banks, brokerage companies, and others offering financial services, the personal financial
planning field is crowded and competitive. CPAs have an edge on the competition because of
their comprehensive knowledge of taxes, business interests, and personal finance, along with
their status as trusted advisors. CPAs can obtain a marketing advantage by emphasizing these
abilities, thus setting themselves above the common provider.

To address this practice niche, the American Institute of Certified Public Accountants (AICPA)
offers the Personal Financial Specialist (PFS) credential. The PFS, which can only be held by a
CPA, is a clear indication of professional competence and experience.
Personal financial planning is a core competency for CPAs, and the PFS credential signifies a
higher level of skill and knowledge. Among its prerequisites, for example, a CPA must sign a
declaration of intent to comply with all credentialing and recredentialing and receive an evaluat
ed score of at least 100 points on his or her PFS application. The 100 points are earned based
on personal financial planning business experience, life-long learning, and an examination.
Exclusive benefits for PFS credential holders include the PFP Discussion Forum, which allows
members to discuss issues and share information and documents related to business and
financial planning; the PFS Marketing Toolkit, which provides a number of valuable tools to pro
mote the PFS credential; a chance to host "Ask The Money Doctor" on the profession's 360
Degrees of Financial Literacy Web site; and monthly communications directed solely to PFS
credential holders.
As members of the AICPA's Personal Financial Planning Section, PFS credential holders also
receive exclusive access to online technical and practice management content; the CPA
PrimePlus Services Marketing Toolkit; the Disaster Recovery and Disaster Preparedness Guides;
Prudent Investment Practices, a fiduciary handbook produced jointly by the AICPA and the
Foundation for Fiduciary Studies; a special AICPA edition of The New Fiduciary Standard; a
number of targeted publications and newsletters; and many networking opportunities through
"town hall" discussions and conferences.

The level of support and activity directed to the PFP Section and the PFS credential is exciting.
For example, there are now two directors and 11 staff positions dedicated to the personal
financial planning section and the credential, compared with a handful in previous years. The
AICPA will continue to add benefits, such as an expanded national referral service for prospects
looking to hire a CPA/PFS, and a media referral service for media representatives trying to find a

AICPA
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CPA/PFS contact. There are indeed many
compelling reasons to consider a PFS cre
dential, both from a professional stand
point and from a benefits perspective.

PLANNER

July/August 2005,
Volume 20, Number 4. Publication
and editorial office: AICPA,
Harborside Financial Center, 201
Plaza Three, Jersey City, NJ 073113881. Copyright © 2005, American
Institute of Certified Public
Accountants, Inc. Opinions of
authors and the AICPA staff are
their own and do not necessarily
reflect policies of the AICPA, the
Personal Financial Planning Team,
or the editorial advisors.

Personal financial planning offers a tremen
dous business opportunity for CPAs. Our
training and experience, along with our
adherence to the highest standards of
objectivity and independence, set us apart
from all other financial service providers.
Give your clients a clear indication of your
professional competence and experience
by obtaining the AICPA's Personal Financial
Specialist credential.

For more information, interested members
can consult AICPA's Personal Financial
Community at www.aicpa.org/PFR
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Personal Financial Specialist
The PFS credential is a clear indication of
professional competence and experience.

A version of this article originally
appeared in the Pennsylvania CPA
Journal, Spring 2005 Issue. Robert C.
Jazwinski, CPA/PFS, is majority share
holder and president of JFS Wealth
Advisors in Hermitage. He is a member
of the AICPA PFS Credential Committee
and the PICPA Personal Financial
Committee.●

Succession Planning as
Business Strategy
Reviewed by William Moran, AICPA
"An almost revolutionary reshuffling of
CPA firm ownership is about to take
place," writes Bill Reeb, CPA, of Winters
and Reeb, PLLC, Austin, Texas, in a book
published by the AICPA, entitled Securing
the Future: Building a Succession Plan for
Your Firm. Reeb bases this conclusion on
data about CPA firms reported in two
recent surveys, the 2004 PCPS/TSCPA
National Management of an Accounting
Practice Survey and the PCPS Succession
Survey. Reeb is as certain about the com
ing ownership reshuffling as he is that
CPA firm leaders need to recognize that "a
successful firm succession is less about
the legal agreements and more about the
entire business strategy."
In response to CPA firms' need to ensure
successful shifts in their leadership, the
AICPA has developed resources to help
them in the transition. Reeb's book,
including a DVD with checklists and
analysis by a panel of experts, is the cen
terpiece of these resources. Other media
included Webcasts on CPA firm succes
sion and a CPE course based on the
book. (See the sidebar entitled,

"Resources for CPA Firm Succession
Planning.") In addition, a succession plan
ning track was held at the Practitioners'
Symposium in early June in Orlando,
where Bill Reeb was the keynote speaker.

The strong will prevail
Because of current demographic forces in
the CPA profession (trends related to age,
gender, and retirement), Reeb predicts
that "public accounting will be poised to
embrace a great deal of consolidation of
firms during the next decade.... Firms
with strong leadership and well-defined
processes and procedures will be posi
tioned to consume the excess demand
from both firms (trying to sell) and clients
(looking for a new CPA firm because their
CPAs appear lost in transition)."

Enhancing firm value
Reeb's book is as much about creating
value in your firm as it is about succes
sion planning. He offers guidance about
creating an infrastructure that helps a
firm to organize its processes and poli
cies, thereby increasing a firm's value
and its ability to transition smoothly to
Continued on next page
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Continued from page 2
new owners. "Succession is about business
strategy," he says. "What you will find is
that almost every aspect of succession is
influenced by multiple areas within the busi
ness. For example, firms often cannot
address simple changes in a retirement
agreement without revisiting the compensa
tion formula, which cannot be adjusted with
out considering ownership percentages,
which then have to consider the impact on
management and voting privileges.... In
order to successfully address succession,
you have to look holistically at the firm and
its processes to find a viable solution."

Sole proprietors and
small firms

small firm owners can benefit from his book
by asking, "How can I apply these concepts
to my situation?" Larger firms are potential
suitors. Understanding their priorities will
make it easier to integrate with them.
Having consulted with practices as small as
$200,000 and as large as $50 million, Reeb
understands sole-proprietor and small-firm
issues. He owns a small firm himself and
says that his work in developing this book
helped him make decisions about how his
firm will operate in the future. "So," he con
cludes about the relevancy of the book to
these owners, "as one small firm owner to
another, when you feel as if you're getting
mired in the detail, keep in mind that there is
'a pony in there somewhere.'" •

In a "Note to Sole Proprietors" in the book's
introduction, Reeb says sole proprietors or

Visit the new PFP Community
Web site at www.aicpa.org/PFP

Update on the AICPA’s
360 Degrees of Financial
Literacy Effort
Mark P Altieri, CPA/PFS, JD

and therein put forth the outline of what
would become the AICPA's 360-Degrees of
Financial Literacy effort.

History
In the December 2003 issue of the Journal of
Accountancy (http://www.aicpa.org/pubs
/jofa/dec2003/breit.htm), Stanley Breitbard,
of the California Jumpstart Coalition, and the
AICPA's Cheryl Reynolds, provided a wonder
ful overview of the problems and solutions
relating to personal financial literacy.
Stanley's contribution reviewed the lack of
fundamental financial knowledge of the aver
age American and the role of umbrella
groups, such as the Jumpstart Coalition, in
marshalling educational resources to combat
financial illiteracy. Cheryl's piece focused on
the CPA's role in improving financial literacy

At the time I met Cheryl Reynolds, Barry
Melancon, Scott Voynich, and Comptroller
General, David Walker, in Washington, D.C. in
May of 2004, the goals of marshalling and
centralizing resources and refining the role of
the CPA in financial education had taken
form. At the National Press Club that day,
Barry and the others rolled out the compo
nents of the 360 Degrees of Financial Literacy
project. After much time in addressing the
substantive and technical issues incident to
such a large task, the 360 Degrees effort is
now fully established.

RESOURCES FOR CPA
FIRM SUCCESSION
PLANNING
Securing the Future:
Building a Succession Plan
for Your Firm

Product no.: 098486
Pricing: Book and CD:
nonmembers $95.00
AICPA members: $76.00
PFP members: $46.00

CPE
Securing the Future:
Building a Succession Plan
for Your Firm

DVD/Manual (120-minute video)
Product no.: 180321
Pricing: AICPA Member $160.00
Nonmember $200.00

MARK P. ALTIERI,
CPA/PFS, JD
is an associate professor of accounting
at Kent State University and special

tax counsel to Wickens, Herzer, Panza,
Cook and Batista. His e-mail address is

maltieri@wickenslaw.com.

Continued on next page
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Available resources
Most of the CPA membership in the AICPA,
and particularly the CPA/PFS membership,
are aware of the 360 Degrees effort and the
online resources now available. Let me
briefly remind you of what has been avail
able, and announce the recent addition of my
book, Financial Guidance for Every American.
Thousands of CPAs, including CPA
financial planners, have been joining
the 360 Degrees of Financial Literacy

effort to help improve the financial
understanding of every American.
Please visit these Web sites for tools

and techniques you can use to help
enhance financial literacy in your
own community.
Volunteer Database—

Register to get involved at http://

volunteers.aicpa.org/financialliteracy.
Receive a quarterly financial literacy
newsletter, program updates, and

exclusive access to CPA Mobilization
kits. Each kit focuses on a life stage
and provides a presentation and
handouts for participants in commu

nity programs.
CPA Financial Literacy Resource
Center —The center at
www. aicpa.org/financialliteracy pro

vides tools to support CPAs in joining
the cause. It features a free CPE pro
gram to help you prepare to volunteer.
Consumer Web Site—At

www. 360financialliteracy. org con
sumers can find information to help

them make sound financial decisions

at every stage of their lives, from
childhood to retirement.
For more information, e-mail

financialliteracy@aicpa. org.

Whenever a new professional or higher edu
cation topic becomes the vogue, watch out
for information overload. The distance learn
ing kick within colleges and universities of
the last few years is a perfect example.
Now that the issue of financial literacy has
been highlighted by the AICPA in its
2004 Roper Poll (http://www.aicpa.org/
financialliteracy/download/2004_05_Roper_
survey_Findings.pdf) and by the other stud
ies noted in a Journal of Accountancy article
referenced above, the task of improving the
financial literacy of Americans is a broad
and hot topic being feverishly addressed
by national and regional professionals and
educators. How lucky we are, then, as
both AICPA members and members of the
general public to have the streamlined yet
complete resources offered by 360 Degrees
of Financial Literacy.

Two sides
There is both a "public" and a professional
AICPA member side of 360 Degrees. This may
be a little rudimentary, but let's walk through
it anyway. From the AICPA home page
(http://www.aicpa.org/index.htm) go to the 360
Degrees of Financial Literacy link under the
Spotlight Area in the right-hand column. At this
point you have arrived at the CPA Financial
Literacy Financial Resource Center. The site has
just been reorganized to help members access
information according to member segment.
Members can click on their practice area listed
below CPA Resources. There the CPA and
CPA/PFS finds the tools to hone his or her skills
in the increasingly profitable practice niche of
personal financial planning, as well as ancillary
resources to assist the general public in com
bating financial illiteracy.

All of the materials under the CPA Resources
heading are focused and useful. Worthy of

particular note, however, is the free CPE
course available to all AICPA members
(not just the PFS membership) titled 360
Degrees of Financial Literacy: An Overview
Free CPE Course for AICPA Members
(http://www.aicpa.org/financialliteracy/
CPEcourse.asp). This course is a wonderful
overview, yet one that provides many specific
practice pointers to both new and seasoned
financial planners.
Now let's look at the public side. Go back to
the CPA Financial Literacy Financial Resource
Center. On the right-hand side, you will find the
link to the 360 Degrees of Financial Literacy
Consumer Web site. If you click through to
that page, you will arrive at one of the best
financial literacy resources available any
where. The fact that this site has received
over two million hits in its first few months of
operation speaks for itself. The site empha
sizes generational and occupational phases
in a lifetime of appropriate financial planning,
hence emphasizing the whole concept of "360
degrees" of financial literacy. It has been struc
tured and drafted to be understandable to the
average client and, as such, provides you with
a superb educational tool for client use.

Financial Guidance for
Every American
As noted above, Cheryl Reynolds and I
crossed paths at a pivotal time and, to make a
long story short, I granted the AICPA a non
exclusive license to make my book Financial
Guidance for Every American available to the
public and the AICPA's membership. The book
provides fundamental yet direct guidance to
typical Americans who have no special or pro
fessional education in the subtitled areas: Tax
Planning, Home Ownership and Financing,
Accumulating Retirement Wealth, Educational
Savings and Financial Aid, Necessary Legal
Protections, and Life Insurance Planning.
The book is available at www.360financial
literacy.org by clicking on the left-hand naviga
tion bar on Financial Guidance Book.

Many of you used the West Federal Taxation
texts in your tax courses as accounting stu
dents. I have long used those texts in my
basic tax courses and have a high regard for
them. As the West authors do, I have tried to

Continued on next page
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Continued from previous page
blend the narrative discussion of the topical
areas in my book with fully illustrating exam
ples that the readers can readily relate to.
There are hundreds of examples that I believe
you and your clients will find particularly useful.

If you click through to the book site, you will
see that it is hyperlinked in a way that allows
you to access chapters, sections, or even sub
sections. For example, if you want to provide
an explanation to a client on various elements
of the deductibility of mortgage interest
expense, you could view that entire section.
If you wanted to provide information to your
client on just the deductibility of points paid on
a home mortgage (or the non-deductibility on
a refinanced mortgage), you could visit only
that information.

I expect and encourage our CPA/PFS member
ship to use my book for client educational and
developmental purposes. I only ask that you
respect my copyrights in the book and, where
appropriate, provide proper attribution. If you
are interested in reading a review of the book,
you can go to the Ohio Society of CPA's article
in the online issue of its Catalyst publication at
http://mail.ohiocpa.net/member/article.asp ?
article=2746-1.

Although you were probably previously aware
of the 360 Degrees of Financial Literacy
effort, I hope this article will help you take
full advantage of the resources the AIPCA has
made available to us. I have every confidence
that you will find my book a valuable tool in
promoting and nurturing your practice as a
Personal Financial Specialist. •

How Important Is the Brokerage
Account Form?

The financial services industry may be the only
industry in which the transaction is carried out
upon receipt of a verbal order. Typically, you
explain the product to the client, and the client
gives you the authority to buy it or sell it.

you, thereby making the verbal discussions
unreliable and meaningless. That is why the
account form, usually the only written docu
ment you have that describes the client,
becomes so vital in your defense at arbitration.
Thus, the most important and least understood
document you have the client fill out is the
client account form. Every person must fill out
an account form to receive an account number.
This is mandatory before a transaction can
occur. The client account form might look like a
basic questionnaire with simple questions, but
it is the document that shows whether your
client is suited for certain types of investments.

A problem can arise months or sometimes
years later. At that point, your client might
believe he or she was not suited for that partic
ular investment. The client might also claim
that you did not adequately explain the risks. If
this happens to you, and you and the client
cannot come to an amicable solution, then
arbitration could be your best legal remedy.

I am now going to show you how important
this document is to you if a case of arbitration
arises. It can be your strength and your client's
weakness. These simple answers can make
the difference between winning and losing an
arbitration. I will also demonstrate how the
client's answers could be interpreted on an
account form.

The arbitration may take place years after the
original conversation between you and your
client regarding the investment purchased. I
can almost guarantee that the client will
remember the conversation differently than

A standard client account form will contain the
following questions:

Bruce Sankin

As a CPA financial planner, your goal is to
give your client the best financial advice possi
ble. It is not as easy as it sounds, because the
only way to provide this service is to know
everything about the client. The problem—
most clients only tell you what they want you
to know.

BRUCE SANKIN

is an arbitra

tor and mediator with the National
Association of Securities Dealers
(NASD). Mr. Sankin is also a financial
author, columnist, and consumer

advocate in Coral Springs, Florida.
You can contact Mr. Sankin

directly at 954 346-8585 or
bruce @investorsrights. com.

1. General Information. Make sure to include
the name, address, birth date, Social
Security number, and telephone number.
Continued on next page
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2. Residence. Indicate whether the client

Having a
diversified
portfolio of
no more than
2-5% of total
assets in one
investment
may not be
worth as
much in an
arbitration
decision as
50% in one
investment.

rents or owns. The assumption is that a
client who owns a home is not ignorant
of all types of investments. He or she
would have some idea of the liquidity and
economic risks involved in owning real
estate. If you sold your client a real estate
limited partnership or a REIT and it
decreased in value, he or she could not
claim to have been completely unaware
of the risks associated with investing in
real estate.

3. Legal residence, if different from mail
ing address. If a client has more than one
home, it can demonstrate additional
assets.

4. Employment/Job Title/Occupation. This
information may show the type of knowl
edge your client has pertaining to invest
ments in certain industries.

5. Client stated annual income. Client stat
ed net worth exclusive of family resi
dence, and estimated liquid net worth.
This information will show you what por
tion of his assets are in a specific invest
ment. Having a diversified portfolio of no
more than 2-5% of total assets in one
investment may not be worth as much in
an arbitration decision as 50% in one
investment.

6. Whether the client is on a fixed income
—Yes or No. If your client checks the
"yes" box, be aware that he has no addi
tional income other than his investments,
pensions, and/or Social Security and that
he should be a conservative investor. Be
very careful when selling him growth or
speculative investments. If your client
insists on buying these investments, be
certain to:
•Remind him that he is on a fixed income
and he will not be able to replace the loss
if the investment loses money.

•If he still insists on buying the invest
ment, then date and time stamp the con
versation in your day timer.

•Ask your client to sign a letter stating
that you, the advisor, do not recommend
that he buy the investment. If he will not
sign the letter then, at a minimum, send
him a letter about this conversation. Keep
a copy of the letter in his file.
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•If he purchases this investment, contact
him on a regular basis to discuss it. Is he
satisfied with the performance of the
investment? If it goes down in value,
ask him what he wants you to do.
Always document these conversations
in your day timer.

7. Is the client an officer, director, or 10%
stockholder in any corporation? This
information tells you additional informa
tion and indicates that the client proba
bly is knowledgeable about business
and investments. It also reveals informa
tion about additional assets.

8. Citizen of U.S.A. (if other, please
specify). If your client is not a citizen of
the United States, there may be different
tax liabilities depending on the invest
ments and the country. You, not your
client, could be liable for any losses
incurred.

9. Former client or account with other
brokerage firm. This information shows
you the type of investments that your
client may have made in the past, and
also reveals whether your client is knowl
edgeable or suited for certain types of
investments.

10. Investment profile. If your client wants
safety of principal and income, don't
sell him growth. Indicate only the
investment profile that the client wants.
Also remember to indicate the invest
ment experience in stocks, bonds,
options, and so on. This information is
very important in arbitration.

11. Introduction. This is where you find
out how your client came to open an
account. The options are usually semi
nars, walk/phone-in, advertising, personal
acquaintance, and referrals. Seminars,
personal acquaintances, and referrals
may sound innocent, but they may imply
something else: If the client attended a
seminar, that fact indicates that your
client went out of his or her way to
obtain knowledge on specific invest
ments. You can argue that a client who
has gone to one seminar may have gone
to many, would be aware of different
types of investments, and may be suited
for many investments. If your client is
referred by a person who is knowledgeContinued on next page
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able about investments, then there is a
good chance he or she has had prior dis
cussions about investments, which could
imply that your client knows more about
investments than what is stated on the
account form.

12. References. Indicate the name of the
bank. If you ever have a problem with
a client, you will want to know about
his or her knowledge of investments.
References would be a good place to find
out this type of information.

13. Power of attorney. This information
means someone besides your client has
the right to handle the money in his or
her account, as well as decide what
investments should be made. Be very
cautious of potential problems regarding
this issue. For example, assume two
people hold a joint account as husband
and wife. The husband makes all the
decisions and transactions and never
speaks to the wife about these choices.
If there are major losses in the account,
the "grey area" in arbitration is why one
spouse did not notify the other, as the
other is a joint owner in the account.
Remember, a portion of the money in
their joint account belongs to the other
spouse. I suggest that when the account
is opened you get a letter from the other
spouse stating he or she gives the
spouse authorization for all transactions
in the account. If the spouse will not sign
a letter, you should send a letter about
this discussion and retain a copy in the
client's file.

14. Account description. Indicate whether
the account is cash or margin. Make sure
you explain the different accounts. Also
make sure your client understands the
risks and the benefits associated with
each type of account.

Other Important Account
Form Information
It is very important to update the account
form when there is a change in your
client's situation, such as the death of a
spouse or retirement. Make sure a new
account form is filled out.

Also remember, you must be licensed in the
state where the transaction takes place. If
the client's permanent address is in New
York, yet he or she has a winter home in
Florida, make sure you are licensed in both
states. If you do the trade in a state where
you do not have a license, the trade could be
voided and your client could get his or her
investment back.

Customized manual
You are regulated by the National
Association of Securities Dealers if you are
licensed to sell securities. If there is a dis
pute between you and your client, you will
most likely either mediate or arbitrate
through the NASD. It is paramount that you
know and understand the arbitration and
mediation process in the securities indus
tries before a potential problem begins.

It is
paramount
that you
know and
understand
the arbitra
tion and
mediation
process in the
securities
industries
before a
potential
problem
begins.

As an arbitrator and mediator for the NASD, I
have written a customized manual that is
purchased and used by state regulatory
agencies to explain the step-by-step process
of mediation and arbitration. By becoming
familiar with the information in this manual,
you can prevent potential problems and, pos
sibly, avoid this costly process altogether. If
you cannot avoid arbitration, this manual
will illustrate how you can strengthen
your position. The manual is available to
AICPA members at a deep discount at
www.investorsrights.com/aicpa. Download
it and save it to use as a reference guide in
the future. •

Have You Visited the PFP Community
Web Site Lately?
With its new version launched in January 2005, the PFP Community Web site has grown into
a content-rich source of useful information for the PFP practitioner, offering guidance in areas
such as practice management, estate planning, fiduciary responsibility, engagement planning,
disaster financial issues, regulatory and statutory issues, professional standards and ethics,
and many others — all created to enhance the development of your practice.

Personal Financial Planning Section

Planner is distributed gratis to current PFP
section members and PFS credential holders.
If you know someone in your office or
of your acquaintance who might be
interested in obtaining all of the bene
fits associated with section membership
or the PFS credential, simply send his or
her name and contact information to:

or
call PFP Project Manager Mr. David Handrich at
201-938-3034.
PFP@aicpa.org
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